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THE STATE CORPORATION COMMISSION OF KANSAS

EVERGY METRO, INC., d.b.a. EVERGY KANSAS METRO SCHEDULE EE
(Name of Issuing Utility)
Replacing Schedule EE Sheet_8
EVERGY KANSAS METRO RATE AREA
(Territory to which schedule is applicable) which was filed  June 29, 2021
No supplement or separate understanding
shall modify the tarit as shown hereon. Sheet 8 of 13 Sheets

ENERGY EFFICIENCY RIDER

(KEEIA 2023-2026 DSM Portfolio Approved Under Kansas Energy Efficiency Investment Act)

Where:

TD$ = Throughput Disincentive Dollars to be collected for a given calendar month, for a given
class.

NMR = Net Margin Revenue. Net Margin revenue values for each class are provided below in
the Net Margin Revenue Rates By Class By Month table.

MS = The sum of all Programs’ Monthly Savings in kWh, for a given month, for a given class.
The Monthly Savings in kWh for each Program shall be determined by the formula:

MS = (MASCM + CASPM - RB) x LS + HEE

RB = Rebasing Adjustment. The Rebasing Adjustment shall equal the CAS defined below
applicable as of the date used for the KEEIA normalization in any general rate case resulting in
new rates becoming effective during the accrual and collection of TD$ pursuant to KEEIA 2023
— 2026 DSM Portfolio. In the event more than one general rate case resulting in new rates
becoming effective during the accrual and collection of TD$ pursuant to KEEIA 2023 — 2026
DSM Portfolio, the Rebasing Adjustment shall include each and every prior Rebasing
Adjustment calculation.

LS = Load Shape. The Load Shape is the monthly load shape percent for each program as
follows:

Issued December 17 2021
Month Day Year

Effective

By

Public





















APPENDIX E TABLES

20f2
Evergy Kansas Metro KEEIA 2023-2026 DSM Portfolio EO Matrix
. ..| 2023-2026 EO | EO Amount per .. | Cycle EO | 2023-2026
No. Met P T t |T. t Unit Unit
o etric rograms arget |Target Uni Target Target Unit $/Uni Cap % EO Cap
Education & Awareness :
1 criteria willibe customer Home Energy EducatiorT 100% Threshold $173,026 | $173,026.17 S 100% $173,026
opportunities and Business Energy Education Metrics
customers engaged
Hard to Reach customer
participation : criteria will Hard-to-Reach Homes Threshold
2 100% 442,081 442,081.48 100% 442,081
be S invested and Hard-to-Reach Businesses ? Metrics ? ? ? ?
customers participating
Whole H Effici
EE & DR MWh : criteria will HOS:D:nTaend R':'Se';cgse
3 be first-year cumulative . Ap. 68,986 MWh $1,501,313 $21.76 S/MWh| 125% $1,876,641
. Whole Business Efficiency
incremental MWh. .
Pilot Incubator
EE MW : criteria will be firstH
. mcrlltzi’lla will be first Whole Home Efficiency
4 Yea cumuiative o Whole Business Efficiency | 22.985 MW $2,702,363 | $117,571.52 S/MW 125% $3,377,954
incremental MW coincident .
. Pilot Incubator
with system peak.
Business and Residential
D dR MW H D dR
5 | Cemandresponse ome bemanad Response | yc ees|  mw $1,801,575 | $38,603.90 | $/MW | 125% | $2,251,969
impact : annual MW Business Demand Response
reduction capability
Total F ted Earni
ota ore.cas ed Earnings $6,620,359 $8,121,672
Opportunity

Internal Use Only
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